Price 54 Place 52 Promotion 43
Physical evidence 92
People 82 Process 29 * Participants can report more than one reason
Product 131
Excellent product quality 55
Varity of choices 42

Trendiness and innovation 15
Uniqueness 12 Others ( The interviewees reported that "helpful staff", "friendly service", and "informative employees" were reasons of making a shop their favorite.
For example, a salesperson looked up a pair of shoes of the right size from another branch of the shop Some interviews said they appreciate the extra miles a salesperson walked for them.
In some restaurants, "we found waiters were friendly and pleased to chit-chat with us"; "the waiters know our names and some even recall our favorite dishes" " I am drawn by the princes fashion style…The salesgirl recognized me when I walked in the store…. We had a causal talk and we exchanged contacts. I bought many clothes there."
(female, age 20) Previous work on youth's store selection behavior has already point out that cognitive response to product and service quality is important.
Our findings indicate that: The environment, people, & location are also important.
Favoring a store is regarded as a cumulative effect of a young consumer's contentment and perceptions, both rational and emotional.
• Proximity, accessibility and convenience are some of the important hard store attributes as supplementing the soft or the interpersonal attributes.
